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Main Takeaways
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2.) While each person must operate within themselves - there are factual 
methods to employ for giving a good talk.


3.) In physics - giving a good talk has a small opportunity cost.
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1.) They want to hear about your exciting science!


2.) This is the weekly seminar/colloquium — and there are cookies after!


3.) This is the 5th talk in a 7 talk parallel session, they came for other talks
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2.) Exhibit fluency (practice and prepare)


 
3.) Make it worthwhile for the audience (social contract theory of talks).
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Preparing for the Talk

“Sometimes, magic is just someone 
spending more time on something 
than anyone else might reasonably 
expect.” - Teller 



Preparing for the Talk
1.) Storyboard

- What does the audience need to 

know? / What is extraneous?

Why -> How -> What


- Set up a central conflict or theme.


- Prepare transitions.


- Engage with the history of the topic (fluency)


- The talk should NOT reflect 
how long each step took you.




Preparing for the Talk
2.) Clarity


-  A talk is not a mystery novel.


- Ruthlessly eliminate 
extraneous information.


- The lay person will only 
understand one new thing, the 
expert might understand 3.


Paper Figures != Talk Figures



Preparing for the Talk
3.) Slides


-  The slides are not the point - 
YOU are the point.


- Use the time-dependence of 
slides — force the audience’s 
attention.


- Pair complex slides with 
simple explanations, and 
complex explanations with 
simple slides.
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The Positron Excess

Astrophysics - Slowly Decreasing 

Dark Matter - Sharp Bump! 
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Preparing for the Talk

4.) Targeting the Audience 


- Start slow, make sure everybody 
understands something.


- Go over the audiences head ONLY 
briefly, with intention, and the goal of 
reconstructing afterwards. 


- Adjust in real time - prepare at 
multiple levels.


- Have the audience members 
worked on this topic? 


Cite them!




Setting the Scene

- Use the talks before you.


- Is the session parallel (more experts) 
or plenary (broader audience)?


- How will the audience feel at the 
beginning of the talk?




Setting the Scene



The Performance
- Rigorously prepare the first minute.


- Use changes of pitch, tempo, and 
physical motion. 


- Keep track of your angle.


- Force Questions - Show off the 
depth of your knowledge.


- Rigorously prepare the last minute.




The Performance

You are performing - and you can 
play a character

“Wear your character as lightly as a 
cap.”

- You are always you - but the tone, 
pitch, pace, and presentation should 
vary with (and respond to) the 
audience.




Debriefing
- Follow up with anybody who asks a 

question after the talk.


- Take notes about the talk soon after.


- Watch your own talks on video (sorry!)




Main Takeaways

1.) Giving a good talk is a skill.


2.) While each person must operate within themselves - there are factual 
methods to employ for giving a good talk.


3.) In physics - giving a good talk has a small opportunity cost.




How Do You Make an Invisible Transition?
• In Keynote:


• Make a box of some color in a corner of the slide that you know about.


• Set the alpha of the box to 0 (making it invisible).


• Make another invisible button on the target slide that takes you back.


• Look like a genius who can anticipate good questions.


